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The Clerk and the Customier

THE HUMAN SIDE OF RRETAIL
SELLING. By Ruth Lelgh. D. Ap-
pleton & Co
Reviewed by GEORGE KENT.
The “Human Side of Retall Selling”

Is ondy a textbook, but the & of

and celleges have recognized retail
salesmanship as & profitable vocation
in which men and women should re-
ceive arganized training. Those within
the modern department store itself
have also glimpsed broad opportunities

the trade which It teaches is rooted in
the shifting sands of human nature,
which ls fundamentally arilsue.

High prices are pald for seals at
performances far (nferior in thelr
power of human appeal to those which
are froquently enacted W department
stores. A certain art critic takes great
pleasure in buying a tle. When he cn-
ters the hauberdasher's he departs from
his corporeal self and becomes A spec-
tator, walching with intense glees the
tug of war between the unconcerned
intellectual and the alert, smooth
tongued persuader. The result—the
necktle—is an Incidental.

The author relates an anecdote of a
sgixteen-vear-old girl “between llttie
girlhood and womanhood—hard to fit
hard to suit, hard to hapdie”—the
sweet and bitter age. In company with
her mother she has come to the store
to buy a suit. She has just tried on
one of her mother's suggestion and
thrown it away.

“I won't wear it,” she stamps. “I
won't! Makes me look ke a little
girl," 5

“Well, then, you won't get any sult,”
her mother says with quiet finallty,
“T know what is suitabls for a girl
vour age to wear and you're too young
to wear any other style.”

“Then I don't want anything.” The
daughter sinks  into her chair and
tears follow.

Only a fragment, but intense and
provocative, and obviously clipped
from the page of experlence,

In the background hovers the suave
fermmale Chesterfleld balting her words
for our fraiities. She i= the sales-
woman, who will doubtless dry the
eyes of the little girl and skilfully
work the mother out of her conser-
vatiam, and by reconciling them make
two satisfied persons and two custom-
ers for her employers. She will find
out your vanity and be playing upon
it hafore yoa have been beside her
counter for flve minutes. She will im-
press you as a delightful companion,
no matter what vour dlsposition. You
will go away with a contented giggle
in your throat, patting your purchase
with a feeling of pleasure.

The miuch bewept department gtore
slavey of tie fictionlsts seems to Dbe
rapldly disappearing. The tear rtained
pages of 0. Henry, Fanny Hurst and
other romantie sympathizers will soon
be as out of date economically as
Dickens.

Unlversitiea have acknowledged her
importance by establishing schools for
instruction In the “art of retail sell-
ing.” Manufacturers have come to
reallze that the salesgir] is the test

. lnk in the entire chain of production
and distribution. The column of text
books concerned with the problems of
the girl behind the counter is mount-
ing dully skyward. No higher tribute
can be pald to the importance and
diMienlty of a profession than the
multiplication of explanatory volumes.
Retall selling has arrived, in o manner
of speaking.

In Miss Lolgh's volume, an exceed-
ingly readable and valuable addition
to the MHterature of the subject, the
proface sums up the advance of the
saleswoman as follows:

“Ihe retail salesperson has devel-
oped from the old time humorous ‘girl
behind the counter’ character into &
trained, intelligent busingss person
npon whom the sugcess of modern
merchandising depends.

“The rotail merchant of to-day ad-
mits frankly that his store’s reputa-
tion lles n the hands of his sales peo-
ple. His stock muat be properly sold
and eustomers courteously sefved.
Only capable sales people can be en-
trusted with these wital dutles, for
their efforts can make or break the
store's reputation.

“Then, too, manufacturers are real-
izing that Intensive distribution und
milllon dollar advertising campnlgns
are wasted unless retail sales people
make good when they sell. It ix this
retall sales force, not advertising, that
must finaly peravade the wlttmate
congumer to buy goods.

sConsequently, schools, high school»

in merchandising, buying, selling, ad-
vertising, finaneing, art display, per-
sonnel management, all based on the
voeation and training of retall sales-
manship.”

The structure of industry rests to a
large extent on the sales people.
“Without ecustomers the most effl-
clently managed store In the world
would fail to make any profit on the
most carefully selected merchandise.”
If no goods were sold the millions
whieh erowd the cities would have no
work; there would be no reason for
farmers prodocing a surplus . . .
in short, considerable responsibility
rests upon the shoulders of the retail
salesperson,

The art of selling is really the art
of pleasing and likke the art of being a
perfect hostess, a difficult one to ac-
quire, Schools attached “to universi-
ties, department store schuols and
other Institutions are, however, work-
ing to that emd), the end of teaching
girls how to meet people, how to please
them personally and bow to pleass
them permanently by satisfying their
desires, It s an art which demands
infinite patlence—the patlence of a
teacher or the mother of small chil-
dren: the self-control of a Hindu fakir,
and the understanding of human na-
ture, its strength and its frailty, which
Chesterfield betrayed in his letters to
his son.

There is already noticeable consid-
erable Improvement in the quality of
saleswomen, and in the future, if text
book and class room ldeals are In any
manner adhered Lo, saleswomen will be
—almost all of them—perfect hosteases
and charming women. They will have
mastered the grt of pleasing. More
than that, they will have acquired the
knowledge and cultivated the imagina-
tion necessary to understand and
clarify the customer's desire to such
an extent as to be able to give intelli-
gent advice and effect salea which
give pleasure all around. All of this
will have a far reaching effect on the
nation's womanhood because statisties
show that no small percentage of
young women choose salea work as a
profession.

Rendering of satlsfaction to their
customers will require in the sales-
women an d ding of taln
and a knowledge of the genuine value
of every article sold across thelr
counters, This fact must have the
effect of improving the standard and
quallty of manufactures. The desire
of the ldeal saleswoman will always
be to render lasting satisfaction.

With great clearness Miss Leigh
sets forth her subject. She has divided
her subject into flve parts, dealing
with the “salesperson, the merchan-
dise, the customer, the sale, and, finally,
the sales routine,” The young woman
Is urged to bear in mind that she is
part of an organization, and that It
therefore behooves her to cooperate
with her fellow workers and other
departments ns much as possiblo.

#he iz also exhorted to ¢ her-
self, to study and to read. e ls to
Interest herself in physical culture,
which will teach her to stand up undar
a strain and to subject herself to die
cipline which will provide her with
the preliminary equipment. Concern-
Ing her merchandise, she is advised to
rend trades papers, advertisements
| and manufadturers’ leaflets. She In to
| make hersell thoroughly conversant
with all details of her stock and learn
to arrange it attractively.
| Mosat Intercsting, yet coldest, of
chapters are those which deal with
the customor, The highty-tighty
Indies who fix the saleswoman with
their lorgnettes, nnd the homey tattle-
tale, find themaslves labelled and stuck
up for inspection like strange bugs.

The varied Instincts which dominate
them nre hereln enumerated with ex-
actnexs, Even the schedule of mental
activity by hours ls set down so that
the saleswoman will be able to gauge
the keenness of her opponent across
the counter. The tactful demeAnor
and the insincere caress are included
in the Machiavelllan catalogue. “A
sure method of winning a mother's
good will s to pay admiring attention

THE PSYCHOLOGY OF PERSUASION,
By Willinm MacPherson E P Dut-
ton & Co
Unlike most people who present a

thesis Mr. MacPherson does hol over-

estimate it value He reallees that
there are Hmits to the powers of per-
suanton with which he denln. e bes
tieves In the old saying

A man ronvinesd agalnst him wli

s of the same opinfon still

On this point he says: “Hvery palnt

or wirn with whh our persuasions
concern themselves generates ne series
of images approprinte to i John
lones, whe Lelleves in prohibition, may
enliven and ndd force Lo hig hellaf by
imagining in detall the environment
iround which the drink trafic flour-
inhes il works most  harm—the
dArunkard’'s  home, iis poverty and
squalid  surroundings, the puflfering
and misery caused to women and ehil- |
drent by excessive drinking. The ple-
ture of a group of workingmen enjoy-
Ing n mlans of beer and with their

wives and children finding rational re-
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Reasoh and Will

laxation amid pleasant surroundings, i
it pomirred at all to John Jones, would
be at once rejected; It would not har-
mnn!a with his particular bellsf or

win
| Tﬁrmmhoul this book Mr. MacPher-
| poh shows this same power of analy-
L™ e apeaks of the types of appeal
| which may be made—the Intellectunl,
the Imaginative and the emotional. He
denls with the suggestibility of the
|mnh He ia not only versed in the
| techmlqua of modern psychelogy, he
| kmows how to apply It
Mr. MacPherson realizes that per-
sunslon la & big sulject. Tt ls more
than the mpoken word. Tyrtmus and
Orpheus could glve us moderns a tip
i 1o the powsr of musio to soothe the |
| anvage breast. Mre. MaoPherson dis- |
| courses upon the posters which urged
the young muan to enlist, although he
la sflent on fhose campaign fAamers
| which said, “He Kept us out of war."
| Fle moen a future for the moviea in the
art of persunsion. The screen Is al- |
ready being used by exporters In all |
parts of the earth. It is legitimate te |
harness this force to spread propa- |
ganda, but it seema ae if Mr, MaoPher- |
son were riding his hobby a hit toe
far when he discourses upon persua-
son In art.

An important work, entitied “The
Case of Coren.” Ia shortly to be issued
by the Revaell Company. It js written
by Honry Chung, member of the
Coreah Commission te Ameriea and
| Burepe. Mr, Chung writes as a Corean
patriot, deciaring that Corea has en-
tered the liste for complets Indapend-
ence, and that no comésssions Franted
hw her pressnt ruler, Japan, will be
nccepted as m substitute for national
fresdom,

to her ohild™ ‘That fesls lke cold
iron.

“Soothe the tired customoer'™ ocoun-
sels the author. “Agree with her;
serve her quickly and quietly, and
when she Indicates the slightest dislike
to any article remove it from her
vialon

“Ugh! don't show me cerise; I
loathe that color,’ the nervous Cus-
t exolal with a shudder, as a
saleswoman brings out a cerise hat.
Without & word It is set down on a
neardy table. During Intervals of try-
ing on different hats the customer
keepa glancing nervously at the hat
Presantly she turns to the sales-
woman and exclaims shrilly:

“*My dear, If you don't take away
that eerise hat I'll have to go out. I
just detest that color; It makes me
nervous.’

“So the suileswormnan quietly re-
moves it from her gage.”

The author goes on enumerating the
different types, appending to each ad-
vice a$ to the handling. Types men-
tioned include the jrritable customer,
the deliberate custemer, the snobbish
customer, the suspiclous customer, the
decisive customer, the absent minded
customer, the customer “just looking
around,"” the customer shopping with
a friend, the “nosey” customer, the
uncertain customer, the “hard to
please” customer, the aloof customer,
the woman shopping with ehild,
mother and daughter customers, the
stingy customer, the frightened and
timid customer, the child customer and
the man shopping in the woman's de-
partment,

To mitignte somewhat the frigld
effect of plgeonholing humen beings
in this manner, Miss Lelgh concludes
the chapter with this remari:

“Remember this: Every patron you

serve s an Individual problem. In
dealing with her your first object is
to discoveér as accurately as youn can
what she thinks and feels, After that
vou must adjust gowr sttitude to hers;
you must win her good will. When
the sale ls completed you have worked
out a dificult, complicated human
problem."”

Schoola for the teaching of this
trade have the advaniage of possess-
ing the opportunity to put to practica!
trial all the instruction of the class
room. New Yoark University, which
maintaina such p school, davotes the
mornings to ‘heoretical work and in
the afternoons packs the students off
to the different department stores
where by actually walting on counter
the thin *Inhuman theorles" are put
to the test. Wherefore, ‘even the In-
human side of selling is eliminated.

It is interesting to note in conclu-
sion that the traits of the good sales-
man are Iin almost every case the
traits of the suoccessful persom. no
matter what the profession. Men of
small callbre frequently rise to great
helghts because they possess the
knack of selling themselves to thelr
employers and the men they meet in
business, while men of greater abflity
will struggle along in semi-poverty
because they lack this gquality.

Every book on salesmanship con-
tains a number of widely applicable
truths, for success In its ordinary con-
notation—In reality an arbitrary sym-
bol of victory over life—is hased en-
tirely upon the art of salesmanship,
The pathetic side—the really human
side—of selling I8 the undeserved
indigence and suffering of these who
have ahbllity but do not know and can-
not learn the art, “those who stand
and walt.”

i

Prosperity Ran

THE EVOLUTION OF THE OIL IN-
DUSTRY. By Victor Ross. Double-
dny, Puge & Co.

It is well-nigh impossible to cstimate
the benefits that have nccrued to the
world at large during the past half
century through the development of
organi2ed Industry, with all thar It
has meant in the way of maximum
standardized production and minimum
waste. And in view of the fact thai
practically every Industry has Deen
revolutionized by the use of petroleum
or one of its biproducts, the Impor-
tance of oil and its development as a
factor in world economics can be
readily appreciated.

Although meost Industrles have a
romance of thelr own, there fs perhaps
none in which it has been =0 para-
mount as In “The HEvolution of the
Oll Industry.” Necessity mny be the
mother of invention, but this does not
galnsay the fact that many great
Initlal discoveries have been accidental
or Incldental. Petroleum was both.
For it was the growing Amerlcan
population of sixty vears ago that
necessitated the establlshment of brine
wells to secure uate quantities of
salt, and the Pennaylvania ofl discov-

Through Pipes

erles cup be directly traced o this
boring for salt. Of course there must
alway® be o ploneer, a leader with

vislon and sufMclent determination to
blaze the trail. The name of Edwin
Lauvrencine Dyake, and the significant
part he played in the founding of the
ofl industry, should be known Lo every
one famillae with the word petroleum.
His efforte, and the work of those
master minds that followed in hils
wake and sccomplished the herculean
tavk of “girdiing the United Statea
with n evstem of oll pipe lines that
hias no parallel anywhere," must stand
as a monument for all time to Amer~
iean fortitude and enterprise.

The author of this little book is to
be greatly commended. For, In spite
of the vastness of the subject, Mr.
Ross has managed to glve an exceed-
ingly suceinet survey, which is none
the less comprehensive. We nre told
many things about the history of
petroleum apart from its development,
how the Industry hns affected mari-
time commerce the world over, how
“the Allies floated to victory on a sea
of oil," and what America must do If
our oll resources are Lo be safeguarded
in Industrial international affairs—all
this, and more.

Sk;:tching the Moon-Calf’s Driver

By STUART DAVIS.

FOUND Floyd Dell working on his
I next novel in a little apartment
down on Macdougal street. 1
hope I dMn’t Interrupt you™ I said,
knowing how angry authors usually
Eet at being disturbed in the middle
of a chapter, “But,” I added, “you've
tmen peycho-analysed, I understand, so
you wouldn't mind a Httle thing Hke

that, anyway. Is It really trus about
paycho-analysis making = writer's
work ensler?"

“You're the elghth person this woelt
who has asked me that question,” he
sald. "And look at thian" He pointed
to a pile of lsttern. “All from writers
who want to know about peyvcho-

analysis. Yes, it'® true that psycho- |

analysis helpa a writer. To begin with,
un any writer's wife can tell yon, a
writer I8 lUkely to be a rather neu-
rotic person—eanily upset about every-
thing. s can't stand R to have

Floyd Dell.

children around the house, or he can't
benr to be called to hin meals, or he
wete into difMculties with his writing
and s impossibie te Hve with He
nesds to got his peyehic tangles
straightened out, so that he can go at
hin work as calmly and methodioally
an a bricklaysr”

“"How doen paycho-analysis do all
that ™ I anked.

“Thats a long sory.” he answered,
T refor you to the words of Frend
Farencx!l, Fister, Frink, and so forth.

Besides, you wouldn't believe me if I
told you. The proof of psycho-analysis
iz In belng psycho-analyszed.”

“Are there any drawbacks?” 1 asked.

“Yes—It takes a good deal of time
and money—hoth of which a writer is
lkely to be short of."

“Speaking of money,” I sald, “what
are you going to do with vour royaltles
from ‘Moon-Calf"?"

“Tdve In the country and watch the
strawberries grow,” he sald. “My wife
and I have three-quarters of an acre
up at Croton-on-Hudson, and I can't
Imagine anything more delightful than
Uving there nll the year around.”

“How about the HBolshevik revolu-

Picking Men by Psychology

THADE TESTS By J. Crosby Chap-
man. Henry Holt & Co.

“Trade Tests™ s the first compre-
hensive treatise on what the Govern-
ment aecomplished during the war In
the field of voeational guidance. The
author is J. Crosby Chapman, the
peychologist and personnel expert, who
during the war served in the tests and
standards section of the War Depart-
ment as consuiting expert. Except for
a special article or two and War De-
partment pamphlets nothing has been
written on this subject before.

The United States during the war
was confronted by the problem of sup-
plyin army with thousands of
skilled workmen, expert in thelr 4if-
ferent trades. How to select Lhese
from the wvast number of recruits,
select them gquickly and In a manner
thaet would assure the commander
of their regiments of their fltness and
rellability was the problem of the War
Department.

The army prodlem differed from the
problems of large manufacturers, be-
cause In the army there could be no
trial week to serve as a test. and
furthermore, there could not be spared
men trained In the different trades fo
do the examining. The examining had
to he done by ‘persoms !gnorant of the
trades in which they were conducting
examinations.

The aobjects

of the commitiee on
tlon of per 1, which was
set the task of evolving a system of
examination, were the following: “(1)
The methods must be applicable to all
trades; (2).the methods must he such
that they can be employed by an
intelligent examiner who has no per-
sonal knowledg= of the trade; (3) the
methods must yield a rating of a man
which {8 independernt of the examiner's
individual judgment: in other words,
the test must be objectlve and not
subjective; (4) the methods must be
rapid and In most cases must not
require the use of tools or apparatus.

All these objects were accomplished
by a corps of experts, among whom
the author selects for £pecial mention
such men as Dr. E. L. Thorndike, Col.
Walter Dill Ecott and Dr. W. V. Bing-
ham, all of whom are eminent in the
domaln of psychology.

“Essentially, the trade test is a
measuring rod which can be used with.
out trade knowledge on the part of
the examiner for rating in objective
quantitative terms the degree of trade
ability possessed by the person under
examination,” declares the auther,

“The idems of measuring such a hu-
man trait as trade abllity by an ob-
Jective scale s of such recent date
that it ealls for some discussion. . . .
The distinetion between the subjective
senle which expresses ability in terms
of ‘excellent, good, poor, bad," and the.
objective scnle which expresses ability
in terms that are constant in value
and universally understood cannot be
too clearly made. In the cast of n
perfectly objective acale nll competernt
persons agree, while in the case of m
perfectly subjective scale, all comp:-
tent persons disagree, save by chance.”

In order to obtaln such a test ex-
aminers in vocational schools and larfe
employers of akllled labor were cob-
sulted, from both of which classes
valuable Ideas were takem, A8 a
matter of fact, a considerable body
of manufacturers cooperated with the
War Departmen! in the making of
the tests

Standards of perfection b the dif-

ferent trades were established after
much thought and study. These stand-
ards or “measuring rods” were marked
off into lengtha corresponding to the
degree of perfection necessary in the
making of apprentice, journeyman, ex-
pert, &¢. Questions were evolved, each
of which had a deflnite numerical
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value. The examincrs were provided
with both questions and and
were able In this way to rate the ex-
aminee and accurately pigeonhole ac-
cording to his trade ability. The tests
were oral and written. There were
also picture tests and performance
tests,

“The use of methods of job analysis
and the application of trade teats,”
says the author, “are not theorstical
fdeas which will have to fight for a
hearing. The situation in almost all
large industries Is crying out for some
device which will meet the present gif-
ficultles of operation. Every large em-
plovment office, either through its fol-
Jow up work, when using methods of
general Interview, or else through its
expensive office pay roll, when the
examinations are conducted by ex-
perts, knows how necdessary ls some
radical change In the mechanism of
placement. Just as in the army the
occupational specifications and trade
testsa came into existence to meet ur-
gent demands of the personnel of-
floors, who saw their own methods
were completely breaking down, so
also in industry job analysis and
trade tests will enter to fill a want, the
magnitude of which is best known to
the employment office itself.”

Dr. Chapman that the
methods evolved by the army are not
suited in their present form to civilian
industry, but he believes with some
modification the discoveries of the
War Department are practical, and,
wjth here and there a modification, can
be applied to all modern Industry.

Discussing job analysis the author
belleves that the further splitting up
of trades |s [nevitable, He asserts that
men ought not to be hired on the basis
of genoral fitness but on the basis of
thelr fitmess for a particular job.
Under this arrangement such a classl-
fication as machinista will disappear,
and in its place will appear such as
job 26, job 43, &c. These new classai-
fications will be obtained by analyzing
every job on the basis of its physical,
mental, economic and human char-
acteristics. Applicants will be tested,
an{] if their ratings are those of the
wvacancies they will be hired.

“When the scale of production which
the necessities of the world make im-
perative is begun,” asserts Dr. Chap-
man, “industry will be in desperate
need of more and particularly skilled
men. Without the strictest economy
‘in the use of human resources the
process of adjustment may be indefi-
nitely prolonged. The decline in the
quantity of labor avallable must even-
tually mean the introduction of a more
effective method of using the knowl-
edge and skill of each man employed.

“Increased personnel, however ax-
pensive the procedure, Is the only pos-
sible solution unless industry is will-
ing to make radical alterations in the
methods of hiring, assigning, transfer-
ring and training men. To effect these
alterations the most careful attention
will have to be given to the related
problem of training the employee and
measuring objectively the degree of
hig proficiency. Maximum production
gues hand in hand with correct place-

ment."”

Marketing---a Field Overlooked

MARKETING AND ITS PROBLEMS
By C. 8 Dumean. D. Appleton & Co.

Reviewed by
DUDLEY A. SIDDALL.

It f=n't unusual to hear young men
bemoan the fact that they weren't
born a hundred wears ago. Only yes-
terday the Office Boy was sgaying:

“Gee, a kid nowadhiys ain’'t got a
chanst. Al the rallroads s built, all
the coal and copper and gold Is dis-
coverad, all the engines and motore
f# Invented. There ain't nothing a
feller can do no mmore exceptin’ just
work."”

BEdison, Rockefgller, Ford and the
rest of themn hove hardly scratehed
the gurface of a Wig fleld for invention
and discovery. That fleld is market-
ing. It actuaMy costs more to sell
i great many 'articles than it does to
make them [n'these days of automatic
machinery progressive assembly.
The men women of the future
who can cul selling costs will do as
much for the progress of the human
race e the men and women wheo In
the past have cut manufacturing
coste, and Ancidentally they will win
big rewards for doing it

Marketing—or distribution——has al-
ways beewm one of the human being's
most forrmidable problems—eoven since
before tie time of the ancient fam-
inow in Wgypt, which Joseph ended by
installing the predecassor of the mod-
wrn jobber's warehouse, Yet market-
ing. ay o study, Is so new that D.
Appleton & Co, are well within the
bounds of trutk when they assert that
“Marketing, Tts Problems and Meth-
ofe" Is the firs] book to cover thor-
oughly the marketing of manufactured

goodls, as well as of raw materiais
nod farm products,
There isn't in the whole fleld of

marketing' such a thing as an “eX-
pert,”  The men who have achieved
e greatest successes will froely ad-
mit that they are only beginners, So

tim? Aren't you afraid you'll be ex+
proprinted 7
“Not this year--and after that I

wouldn't mind, just sa. 1 got all the
strawberries I wanted to eat for omce
in my life, first "™

TE Is pot surprising to learn that
Claries E. Richarda's book, "A Tender-
foot Bride” (Rewvell), proved the bost
selling book in the city of Denver dur-
ing the Iate holiday season, for fid not

I Mra. Richams know Jeot?

Slong as tradnloads of wheat going east
onms trainlonds of wheat going west,
#0 long as thers's a grovery stors 1o
avery fifty familles in many and many
o town, so long ae [t conts numerous
typos of stores 30 per ceat. to “do
business”—just no long will thers be
hig opportunities for Inventfon and
Mscovery In marketing.
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pages of his book with facts and
principles. He has isolated causes and
sought out influences. Fortunately
he has adopted an easily understood
style In presenting his subject, for the
book covers a field that should be
studied by shipping clerks and truck
drivera as well as by president=s and
ceneral MANAZErs.

The empty theories and mere
phrasea that are sheer deadload in
many n so-called "business book" are
missing In Mr. Duncan’s velume. Hin
alm ha= been to present a broad sur-
vey of marketing; a foundation on
which his readers can bulld their spe-
cinlized stodies in various lines of
gelling and distributing.

=

’ When

Grant QOverton’s g:t
New Book g )
tired from an active and distin-
guihed editoil carer, fo devot
i to writing, high expecta

tions were raised. were not
disa c‘;ntz:tl. His ecarlier novel
revea personal style, strong
k is new nov
“World Without End,” is an
the things 'ﬁn e’ woild ]
without end, a tale as complicated
and various and a ing as life
itself. Price $1.75, at book-

sellers.
DOUBLEDAY Garden City,
PAGE & CO. New York.

Call Mr. Fortune

By H. C. BAILEY

t:mw-rl“"nn;%lml Lk
Mr. Bailey’s genius is for describ-
ing Iril‘!:rﬂuid action with a
dash of the reckleas gaiety of youth.
This book in

is a new
that it presents an ent new and

refreshing type of detective story.

L2 ol any bookstore, or from
E.P. DUTTON & CO., 681 5th Ave,, N. Y.

LEONARD MERRICK as a
story teller is ab his very besl in

The Man Who
Understood Women

Foreword by W. J.-LOCKE
$1.90 at all booksiores, or frem

_—

E.P. DUTTON & CO., 681 5th Ave., N. Y.

WOMRATH'’S
LIBRAR

Madison
200 Madison
Grand
o Dnlu_” {Near Tath
I
Heotel m:"‘m. Street &

18 R, 13th St., Phil

EVERY BOOK OF
NEW AND POPULAR

FICTION

You only read them once!
Save money and rent
THE BOOK YOU V ANT—
WHEN YOU WANT IT

The only lbrary in the world

popular fletlon requested.

Btart nand stop AW you
please, Pay n small rentai
fea while book Is in your
possennion,

15 Easl 2ith Street.
21 West d5th Strect.
642 Madison Avenue.

Ave. (Near 82d St.)
Ave. (Corner dint St.)
T (Near

Strest)
"Il" Nenr 108th Street)
lway { enr 143d Street)
kan, Ine., 42 Brondway

. -mh.

W w";nmu' ’3"
. + Wan DL C,

Roberts & C

. ‘0.
Shartenburg & Robinson (o,

G. K. CHESTERTON’S
Appreciations and
cisms of the
Works of
Charles Dickens

are charncteristic expressions of
great gift for pungent critical com-
ment—a delight to those who share
his love for the inexhnustible magic
of Dickens.

Fourth Edition. $2.50

E. P. DUTTON & CO., 681 5th Ave., N. Y.

Annual Sale of finely

Tmhs-imm&hd&-d-

ard Authors offers unusual
opportunities to Bock Lovers and
others who in this manner are
enabled to collect a worth-while

| Booksellers to the World
Fifth Ave. and 27 th.St.

 WAR-TIME
STRIKES

By Alexander M. Bing-
Introduetion by Feliz Adler

As an emplayer n{‘u lnrge experience,
nnd ap uetive worker in the setthe-
ment of labor controversies during
the war, Mr. Bing accumulnted a
large amount of valuable material
which he has digested and presents
with both accurncy and deep sym-

thy for the human factor
industry.

#2.50, at all bookstores or from
E.P. DUTTON & CO., 681 5th A{n., N. Y.

BOOKS BOUGHT
wn, Hlghest peises palt. e
ruu“ h:'i“ will call. Cash p
a s removed s
HENRY MALKAN, INC.
42Broadway Phone Broad 3900

\

BUY A BOOK A WEEK

Here are books which bring crost men
w your sde from

Everymans
Library -

Benvenute Cellini’s Aunto-

The Letters of
Lincoin's s and
Audubon, the Naturalist

wil o % Dleamns companion:

£1.00 per robume.
Send for a full st
E. P. DUTTON & CO., 881 5th Ave,, N. Y.

Lamb
Letters




